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WITH MORE THAN SIX DECADES
IN BUSINESS, W. SOULE & CO.
STAYS TRUE TO ITS VALUES
WHILE SERVING CLIENTS.

HEART & SOULE

MICHIGAN’S W. SOULE & CO. HAS THRIVED FOR 65 YEARS
BECAUSE IT ABIDES BY ITS PRINCIPLES. BY KATHRYN JONES

Celebrating its 65th anniversary
this year, industrial mechanical servic-
es contractor W. Soule & Co. has grown
and thrived through the decades based
on its core values of quality, safety,
cost-effectiveness and customer serv-
ice. This has secured the company’s
reputation in the industry, according to
COO Gary Cline.

“We understand what it takes to
keep customers happy, give them a
good value for their money and make
sure their deadlines are met,” he states.

Thomas R. Soule and his son,
Warren, founded the Portage, Mich.-
based company in 1946 as T.R. Soule &
Son, a two-person residential plumb-
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ing contractor. After Warren took lead-
ership of the business, the company’s
name was changed to W. Soule & Co.
and incorporated in 1966.

Today, John Soule, the third genera-
tion of the Soule family, leads the com-
pany along with his executive manage-
ment team. “Our management team
collectively comes together and makes
decisions on how the company is run
and where it’s going to o next,” Cline
says. “It keeps you from doing the same
things you’ve always done because the
one thing about business todayis that it
is in constant change and how you
adapt to that change is what’s going to
determine your success.

“It seems like you end up with a better
product at the end of the day.”

W. Soule offers pipe fabrication and
installation, custom sheet metal fabri-
cation, millwright services and
HVAC/refrigeration installation and
maintenance for a variety of industries.
These include manufacturing, pulp
and paper, food and beverage, chemi-
cal, commercial and life sciences.

Although its roots are in southwest
Michigan, its reach is national, and the
company will follow customers wher-
ever they wish, Cline says.

“We’ve fabricated and shipped all
over the world,” he adds.

VALUED PARTNERSHIPS

The key to W. Soule’s success has been

repeat business and customer refer-

rals, Cline explains. Some of the com-

pany’s relationships exceed 30 years.
“We never miss deadlines and try to

give the customer the best value possi- »



W. SouLE & Co.

‘ W.SOULE’S CAPABILITIES
— INCLUDE SHEET METAL FABRI-
| CATION CLIENTS IN A VARIETY
OF SECTORS.

» ble,” he notes. “We’re not always the
cheapest, but we’re going to do the best
job, otherwise they would have re-
placed us long ago. We make sure we
know their process as well as they
know their process to understand what
they’re trying to achieve.”

Unlike many of its competitors, W.
Soule believes in old-fashioned, face-
to-face communication. “The world
has changed to a cyber world, but you
have to stay in front of people today,”
Cline says. “People are transient; cus-
tomers are moving them from place to
place. You have to keep those relation-
ships established. When customers
change plant managers, we have to go
back to ground zero and prove why the
other guy was using us. It’s a challenge,
but it’s absolutely necessary.”

Maintaining lasting relationships
with vendors and suppliers is equally
important. “We couldn’t be the size
and have the efficiency we have today if
we didn’t have a strong set of vendors
that supply us with steel, pipe and
product of many natures,” Cline says.
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‘IF YOU START THINKING
ABOUT MAKING X
AMOUNT OF DOLLARS,
YOU LOSE FOCUS OF
WHAT GOT YOU TO
WHERE YOU ARE.

-Gary Cline

“Our vendors know exactly what we’re
going to use each month, and they doa
very good job of making sure we don’t
run out of inventory. We have long-
term relationships with them, and we
found some new ones in recent years
that have done a good job for us.”

MARKET OPTIMISM
Another key to W. Soule’s success is its
investment in technology to increase
productivity and allow it to operate as
efficiently as it can during fluctuating
market cycles.

Although the current market is chal-
lenging, smart investing has paid off for
the company, Cline reports.

“This is probably our best year ever
in terms of volume,” he says. “We have

| an extremely strong customer base
. that has been very busy this year, and

we just happened to be at the right

Y] place at the right time.

“Big businesses in America have had
good profits over the last couple of

years, but haven’t spent that much

money,” Cline continues. “They’re
waiting to see what the taximplications
and other things that affect their busi-

© ness are. But this year, our customers

made capital improvements, and we
benefitted from that.

“People think things are never going
to be back to when, in their mind, there
was agood economy,” heremarks. “But
the truthisifyou canbe the best in your
industry, there’s going to be good opp-
ortunities for you. It’s not all doom and
gloom out there. There are still oppor-
tunities. This is still a country where
you can work hard and have success.”

W. Soule sees further opportunities
for growth in the oil and gas sector.
“That’s a pretty new industry for us,”
Cline notes. “It’s a perfect fit for us to
be able to fabricate and ship large pip-
ing contracts.”

However, the company doesn’t set
specific growth goals. “We believe that
if we do the best job every day for our
customers, those goals will take care of
themselves,” he remarks.

“If you start thinking about making x
amount of dollars, youlose focus of what
got you to where you are.” mt

Hackman Capital When W. Soule began fabri-
cating stacks for the ethanol industry—each meas-
uring 1o feetin diameter by 165 feet long—they knew
Midlink Business Park was one of the few facilities
that could accommodate their unique size require-
ments. Located in Kalamazoo, Michigan, Midlink
offers W. Soule plenty of flexible, wide-open space,
38-feet ceilings, high-capacity cranes and other
robust amenities including tax-free Renaissance
Zone benefits. Midlink, a former GM stamping plant,
was renovated and repurposed after Hackman
Capital, a Los Angeles real estate investment firm,
purchased the property in 1999. The world-class,
340-acre campus touts 1.6 million square feet across
two state-of-the-art buildings, a build-to-suit indus-
trial zone, retail center and office campus. For more
information, call 978-568-0100 x112, email con-
tact@hackmancapital.com or visit www.hackman-
capital.com.





